Rough Notes Index For 1975 


ADDING NEW PRODUCERS 


How Are Independent Agencies 


Adding New Producers? Thomas A. McCoy, October ‘ 


Consider Hiring Person From Outside 
Your Geographic John C. Smeck, Jr., CPCU, October 
Compensation Tied To Producer's 
Performance 
Young Producers Give Agency A 


Gus Beckham, October 


Laem To Weumeer Cite... .2.50ae Ned I. Snyder, October 27 


Surmounting Production Plateau 


With New Producers__J. C. Chenu & T. D. Hobday, Jr., November 


ADVERTISING 


Use Ads To Answer Public’s Questions____-- Gary G. Heppner, May 2: 


Agency Advertising: Leading From 
Strength 

Effectiveness Of Advertising ; 
Depends On Originality_.._.....-.------ Sidney I. Friedlander, May 

Personal Gifts, Cards—Good 
Advertising In Small Town 

Television Commercials Filmed At 


Richard L. Doyle, May 


Joe Webb, June 


Clients’ Business Locations_....-~--~- Edward C. Tanke, September : 


Agency Recognition Achieved In 
Tough Competitive Climate 


AGENCY CONSOLIDATIONS 


Four-Step Process Used In Acquisitions.......--- Ben F. Lewis, July 2 


Agency Values Based On Commission 
Multiples May Be Misleading 

Acquisitions Solve Perpetuation 
Problems 

Enlist Seller’s Support After 
Purchasing Agency 


AGENCY MANAGEMENT 


What It Costs To Run An Agency—II_---- Carl O. Pearson, January 

Many Management Problems Solved By. 
Hiring The Right Secretary 

Risk Management Guidelines Appliec 


To Office Management-__-__---~-- Sherlie B. Weeks, CPIW, January 36 


Credo For Productivity: ‘‘Bother Us 
With The Details” 

Low Employee Turnover Helps 
In Meeting Goals. 


Good Underwriter Relationships—Basis 


For Agency Management. Ed Rutter, February 7 


Use Predetermined Criteria To 
Evaluate Job Applicant. 

Temporary Office Help Service—One 
Answer To Peak Work Periods 

Teamwork Approach Keeps Agency 
Growing 

Favorable Employee Relations Can 
Bolster Agency Image 

Handling Top Priority Jobs First 
Is Crucial To Your Agency 

Branch Office Organization Frees 
Agents From Paperwork 

Obtaining Feedback From Employees Is 
Essential Function Of Management. 

Agency Growth Depends On Efficient 
Management, Personnel 

Higher Profits Are Ultimate Goal Of 
“Management By Objectives’ 

Employee-Management Problems . 
To Avoid Them 

Involve Your Personnel In Setting Job Standards. 

Management Texts Can Help You 
Understand Your Employees 

Successful Internal Communication Is Vital 
To Agency Efficiency 
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Finance Plans Pay Off 
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Watch Receivables In Tight Economy___George P. Sullivan, February 
Semi-Monthly Billing Improves 
Agency Collections 
Agency’s Profit May Be In Accounts Receivable 
Collection System Turns Problem 
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THE FORUM: Small Business Policy Represents 
New Concept In Packaging R C. McCormick, January 
Tnsureds’ Operations Sheets Should 
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THE FORUM: Certificate of Liability 
Insurance Provides No Coverage. Roy C. McCormick, April 
Surveys, Resumes Used To Evaluate Risk__..Betty S. Warren, April 
Build Good Business Via Prospecting, 
Programming & Presenting 
Service Is Especially Vital In 
Recessionary Economy. Thomas M. Sternberg, April 
Risk Management Philosophy Provides New 
Service Dimension Timothy J. Corkery, CPCU, April 
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Program: Property Coverages__..__-~-~- Roy C. McCormick, August 
Association Group Approach Offers 
Substantial Benefits..........__--- Jack B. Kinsey, CPCU, August 
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Program: Liability Coverages 
Acquiring Clients Without Initial 
Detailed Survey 
Smaller Accounts Require Aggressive, 
Thorough Selling Robert E. Schlegel, III, CPCU, September 
“Semi-Custom” Presentation Insulates 
Against Competition 
Educating The Small, 
Mercantile Risk 
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Rating Revisions 
Loss Exposure Analysis—First Step , 
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Employment Liability Wallace L. Clapp, Jr., CPCU, February 
Specialty Market Outlook—1975__Wallace L. Clapp, Jr., CPCU, March 
Use of Specialty Carriers Helps 

Shave Loss Ratio by 36% Ronald L. Williams, March 
Examining The ‘‘Full Service’? Concept..Charles M. Sacre, III, March 
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Design Coverage Programs for 

Local Associations. 
Nonstandard Auto Offers Potential 
Flexibility Is Strong Suit Of 

Specialty Insurers_ Klaus Buchdahl, March 
Nonstandard Market Procedures Viewed 

From Both Sides__-- Opal M. Wulf, March 
Small Agencies Need Surplus Markets 

To Fend Off Competition Harold B. Morris, CPCU, March 
Market Tightening Makes Surplus 

Brokers Essential Harold O’Hanlon, March 
MARKET PLACE REPORTS: Pension Law Greatly 

Expands Trustees’, Fiduciaries’ 

Liability. -Wallace L. Clapp, ze CPCU, April 
MARKET PLACE REPORTS: Examining Trustees 

Fiduciaries’ Liability 

Contracts—I Wallace L. Clapp, Jr., CPCU, May 
Look To General Agencies In Tight 

Market Era Jerry Swanson, May 
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Contracts—II Wallace L. Clapp, Jr., CPCU, June 
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Tennis Programs Offered__._.Wallace L. Clapp, Jr., CPCU, August 
MARKET PLACE REPORTS: A View Of The 

Specialty Market. Jallace L. Clapp, Jr., CPCU, September 
MARKET PLACE REPORTS: Law Enforcement 

Liability Plan L. Clapp, Jr., CPCU, October 
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Malpractice Plan Wallace L. Clapp, Jr., CPCU, December 


FEMININE VIEW 
Persuasive Communication: Verbal 
Rose V. McCullough, January 
Agency ‘Specialist’? May Achieve 
Rapid Success. 
Giving Good Service Helps Agency 
Prosper- a Rose V. McCullough, March 
Professional Women Agree On 
Success Traits. 
Involvement In The NAIW 
Which Category Best Describes 
Your “Leadership Style’? 
Keeping Your Employees Satisfied 
Take Action This Month To Further 
Your Career. 
Help Your Associates To Attain 


Rose V. McCullough, February 





Rose V. McCullough, May 
Rose V. McCullough, June 


Rose V. McCullough, August 


Rose V. McCullough, September 6 


Enthusiasm Can Improve Agency 


Performance Rose V. McCullough, October 


Evaluate Employees As Individuals._..Rose V. McCullough, November 7 


Goal Setting; Commitment Can Enhance 
Your Career 


GENERAL 


Trade Associations Are Valuable 
Albert R. Klunick, February 
“Total Agency Concept” Helps Build 
Additional Business 
Organizational Structure Aims At 
Increasing Production 
Umbrellas—A Competitive Tool, 
But Not A Catch-All 
Times Of Economic Uncertainty Call 
For Expense Cutting 
Positive Attitude Helps In 
Dealing With People 
Specialization Helps Achieve Annual 
Growth Rate Of 40% 
Upheaval In Markets Calls For 
Dedicated Agency Effort. 
Total Performance For Clients Is 
ey To Increasing Business___..---------- Ralph Klindt, November 
Get Involved In Clients’ Business Druid M. Clodfelter, December 
Marketing Program Utilizes 
Account Development Program 


Leroy Ryza, March 


Sherlie B. Weeks, CPIW, May 
Sherlie B. Weeks, CPIW, June 
Millard E. Morris, July 

Sherlie B. Weeks, CPIW, October 


Burney Lightle, December 


Rose V. McCullough, April 7 


Rose V. McCullough, July 5 


Rose V. McCullough, December 52 


Paul N. Rohrabaugh, February | 


H. A. Rodrigue, April 5% 


Agency Purchases— 


Well-Established Agency Can Still 
Achieve Large Volume Increases. 


William J. Dettmar, December 21 


LIFE INSURANCE 


Charitable Gifts, Life Insurance 
Reduce Estate Tax Liability 

Direct Mail Investment Yields 
750% Return 

Individual Programming Approach 
Helps Convince Prospects 

Producing Life Business Gives You 
More Income, Greater Diversity. 

Continuous Flow Of Prospects Depends 
On Referrals. 

“Advisory Board’ Concept Succeeds 
With Small Businesses. 

Try Being A ‘Counselor’ Instead 
Of A Salesman 

Understanding Prospect’s Ambitions 
Is First Step Toward Sale 

Life Insurance For Women— 
A Vastly Undersold Market 

Constant Policyholder Contact 
Builds Client Loyalty. 

Servicing Policyholders’ Needs 
Keeps Business Rolling In 


L. L. McCallister, CLU, February 
Bobby A. Mysinger, March 





William E. Gregory, April 
Charles G. Richmond, May 
Doug Hansen, June 


Lamar Jacobs, CLU, July 





Harry H. McAllister, August 
Philip D. Growick, September 
James S. Woodward, III, October 
Rex A. McCright, November 








C. Brinsmaid, December 


LOSS RATIOS 


Increase Values; Avoid One-Line Clients 
New Liability Packaging Can Help 
Loss Ratio 
Dedication To Service Brings 
Satisfaction & Profits 
Merger Of Agencies 
Improves Loss Ratios. 


Art Rinke, August 
James W. Milstead, August 





Abraham Silverman, August 
Alvin L. Boyd, December 


PERSONAL LINES 


THE FORUM: HO Coverage For Contract 

Buyers Of Homes_ Roy C. McCormick, February 
Staff’s Attitude Is Crucial To 

Personal Lines Success. Lou F. LaPorta, February 
THE FORUM: New Inflation Guard Limits 

Maintain Insurance To Value. Roy C. McCormick, March 
THE FORUM: Advantages Of Personal 

Umbrella Liability Policy. Roy C. McCormick, June 
THE FORUM: Features Of The Homeowners 

76 Policy Program Roy C. McCormick, October 
Agency Education Pays 

Profit Dividends____F. Donald Hangartner, CPCU, CLU, November 
Innovative Service Wards 

Off Competition 
Cold Canvass Approach Helps 

Generate Business. 














Edgar E. Holland, November 


Stephen G. Boling, November 
High Limits, Account Selling Boost 
Profits On Personal Lines. William F. Hronek, November 
THE FORUM: HO-76 Coverage Limitations 
Suggest Additional Protection Roy C. McCormick, December 


RETAINING BUSINESS 


Upgrading Plan Yields $200,000 
In Premiums-_-_--- George T. Frazier, June 
Clients’ ‘“‘Sense Of Security” Is 
Crucial To Retaining Accounts. Elwood E. Juckem, June 
Survey Provides Handy Reference 
For Reviewing Accounts. Laurence M. Willard, CPCU, June 
Insist That Clients Insure At 
Replacement Cost Value. 











Seeman Warranch, CPCU, September 
SERVICE AFTER A LOSS 


Claims Precedures Must Reflect 
Concern & Efficiency. 

Claims Reputation Provides Basis 
For Increased Production 

Loss Control Counseling: A Vital 
Service Wendell B. Wampler, September 


SPECIAL 


What It Will Cost To Rebuild This Spring February 
What It Will Cost To Rebuild This Summer May 
What It Will Cost To Rebuild This Fall August 5 
What It Will Cost To Rebuild This Winter. 


Sherlie B. Weeks, CPIW, March 





Dorothy Yarbrough, May 
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